
When Rod Thompson began his
career as a REALTOR® in 2003
in Ottawa, he probably wasn’t
look ing to turn the Canadian real
estate industry on its head. But
after his creation of SellerInvite
(www.sellerinvite.com) with co-
founder Deborah Kershaw in 2008,
that’s exactly what happened. 

SellerInvite was the first fully licensed real estate
company in Canada to combine the traditional benefits
of working with a REALTOR® with the freedom and
savings of the for-sale-by-owner (FSBO) sector. By
allowing sellers to deal directly with buyers on the
Multiple Listing Service® (MLS®), SellerInvite de -
bunked a myth common with consumers: that listing
your home on the MLS® meant you were forced to pay
fixed-rate commissions to both the buyer’s broker and
the agent you listed with. “For years sellers had little
say in the manner in which they sold their home,” Rod
says. “If you sold by owner, you were limited to the
expo sure and service you would get. Choose a
REALTOR® and you would get the exposure and
sometimes the service, but the cost was excessive.
With SellerInvite, you get the highest level of service
and exposure at a price that makes sense.”

SellerInvite offers four levels of services to home
sellers, all of which include unlimited exposure on the
MLS® and an honest home valuation performed by one
of the company’s 12 licensed REALTORS®. The com -
pany was the first to allow sellers to choose cooperating
commissions and the first to offer buyers up to 50
percent cash back on commissions. This straight -
forward approach to the business of buying and selling
homes has been key to SellerInvite’s success since its
launch during a tough year for the housing industry:
within their first six months, Rod and Deborah were
ranked in the region’s top 10 agent teams. “We got
away from the traditional sales approach of telling
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people what they want to hear to compete for their
listing,” Rod explains. “Instead, we operate as con -
sultants who educate and empower our clients. To us,
that’s been more important than anything else.” 

Such a focus on offering services designed around the
consumer hasn’t gone unnoticed by consumers them -
selves, with one happy customer recently commenting
that they “felt like family” and received excellent ser -
vice during the entire process: “My REALTOR®

checked in on me often to make sure all aspects were
going well, and it was always made sure that I knew if
I had any questions, concerns or if there was something
the team and REALTOR® could do to help, they would.
Anytime, anywhere, through email, text, fax, phone
call, you name it, they would always be there to help.” 

SellerInvite’s robust referral program allowed the
company to reduce its marketing budget, another sign
that Canadian residents were hungering for a non -
traditional service model in a traditional housing
industry—and, as a result, weren’t hesitating to tell their
friends and family about it. While the company initially
faced resistance from industry peers, Rod is now
noticing an increase in hybrid and reduced-commission
models coming onto the market, signaling what he sees
as a big industry shift he’s proud to be a part of. 

“Our clients save a ton of money but still benefit from
expertise on proper pricing and presentation of the
home,” Rod says. “We’re not pushing them in a certain
direction, but are guiding them to make better decisions.
It’s really about selling smart and buying smart, and
seeing our clients succeed has been the most rewarding
aspect of all this.” 
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